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Pipeline Management: New & Improved!

Introduction

Neocog first introduced its Pipeline Manage-
ment tools in ACE 4.0 nearly five years ago.
Neocog staff spent the last two years meet-
ing with our clients individually and collec-
tively over two client conferences to get a
better understanding of what Pipeline Man-
agement means to our client credit unions.

When the Pipeline Management tools were
first introduced many of our clients had not
clearly defined their pipeline management
process. However, as time went on a num-
fined definition of what made up a pipeline -
contact.
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A pipeline contact is simply defined as any

indicator of the probability of success for this sale.

type of sales related contact that is set to close sometime in the future and through our many discussions
we concluded that there were three common elements that made up a pipeline contact. Each pipeline con-
tact must be comprised of an estimated value, the projected date the sale will most likely close, and an

of developing a more comprehensive yet straightforward Pipeline Management set of tools.
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With this new knowledge in hand Neocog set to the task to info@neocog.com.

Adding a Pipeline Management Contact

Previously in ACE a Pipeline Contact was defined as any contact that was “Future Dated”. Neocog recognized that this was too simplistic

and not an accurate gauge of pipeline. A new “Pi

peline Management” area has been created on the “Add Contact” form as shown be-

low. This area consists of 3 fields, the “Estimated Value” and “Probability of Success”, which already existed in the previous version of
ACE, and the new “Projected Close Date” field. All three of these fields must be completed in order for this sales contact to be consid-

ered a pipeline contact. In fact, ACE will not al-
low you to complete the pipeline sales contact
until all fields are populated.

The pipeline details can be changed at any time
simply by opening the “Change Contact Details”
form as shown below.

The Pipeline Management reports are generated
off these complete fields and allow management
and staff to see what sales opportunities are
coming down the pipe.
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MyACE Pipeline Report

This report has been available since ACE 4.0, however, there have been significant changes for
ACE 5.1. The most dramatic change in this report is the way the information is now being pre-
sented.
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The second major change is that this report is now driven by the new “pipeline” criteria in the con-
tact forms. The bar graph depicts those sales contacts which will be coming due according to their
projected close date. It also displays those which are either current or have gone past their projected close date. The pie chart to the
right of the bar graph displays the number of “pipeline” sales that closed within the last 30 days. Directly below the pie chart is a short
analysis of the probability of success indicator. This area displays the closure rate based on probability of success and percentage of the
estimated value attained by these groups.

Pipeline Report

A full Pipeline Report has been created that
displays all “pipeline” contacts. This report is Branch | All Branches v Emoloyes | All Employees ¥
a bit more detailed than the “MyACE” report Pipeline

in that it includes those pipeline contacts in 2,800K
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This report is interactive. When you click on

any one of the coloured sections which repre-
sent the probability of success, a report of all
contacts that make up that section will open.
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The report that appears is also interactive.

To open the individual contacts, you simply
click on the member number in the report and
it will open in ACE.
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